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	1 Executive summary

With its creative fusion of modern and traditional Indian cuisine, Spice Junction is certain to make a lasting impression on Newcastle Upon Tyne' thriving culinary scene. Spice Junction, which has a great position in the heart of the city, strives to please a wide range of palates with an emphasis on quality, originality, and outstanding customer service. The restaurant's cuisine is made to appeal to a broad spectrum of patrons, such as families, young professionals, health-conscious diners, and foodies looking for genuine flavours and an upscale dining experience. 

With over 15 years of experience in the Indian culinary industry, the founder and Executive Chef are well-supported by a group of seasoned experts, which includes a Marketing Manager with extensive knowledge of the food and beverage industry and a Restaurant Manager with 10 years of expertise. To differentiate itself from competitors, Spice Junction offers cooking classes and private meals in addition to providing an entire cultural experience. 

Initial month financial predictions indicate projected deficits, which is typical of newly opened restaurants. However, monthly income should increase continuously as the business grows. To create a devoted client base and turn a profit, the strategic plan calls for focused marketing, diverse income streams, and careful financial planning. 

Spice Junction's goals are not limited to the near future. The company wants to become the top brand in the area, grow into new markets, and always adjust to the changing dining scene. Spice Junction has a solid business plan, a strong dedication to sustainability, and a customer-focused strategy that will help it overcome obstacles in the restaurant business and succeed in the long run.
	

	
	
	

	
	
	

	
	
	

	
	
	

	


	
	

	
	2 Business details

Company name:

Spice Junction
	

	
	Address:

2 Norham Road Newcastle Upon Tyne NE26 3NR
	

	
	Primary contact method
Email: info@spicejunction.co.uk
Phone:01910000333
	

	
	
	

	
	The business will: 
In the centre of Newcastle, Spice Junction is a sophisticated curry restaurant serving a blend of modern and traditional Indian food. We have a large selection of items on our menu that are made using ingredients that are obtained locally, including vegan and gluten-free options. We want to offer a distinctive eating experience that appeals to the wide range of tastes in our multicultural city, with an emphasis on quality, authenticity, and outstanding customer service.


	

	


	
	
	
	
	
	

	
	3 Key personnel

Details of owner(s):
Name: Gulam Shah Nawaj
	

	
	Position/main responsibilities: Founder and Executive Chef
	

	
	Experience and knowledge of our industry: Over 15 years of experience in the Indian culinary industry, with a deep understanding of traditional and modern Indian cuisine.
	

	
	
	

	
	Previous employment: Head Chef at Bombay Brasserie, London; Sous Chef at Tamarind of Mayfair, London.
	

	
	Key skills brought to the business: Culinary expertise, menu development, kitchen management, and staff training.
	

	
	Business experience and any training undertaken: Completed a culinary management program at Le Cordon Bleu, London. Attended various workshops on restaurant management and food safety.
	

	
	Academic/professional qualifications: Diploma in Culinary Arts from Le Cordon Bleu, London. Certified in Food Hygiene and Safety.
	

	
	Salary expectations £ 50,000 per annum
	

	
	Name: Khelada Hayder
	

	
	Position/main responsibilities: Restaurant Manager
	

	
	Experience and knowledge of our industry: Over 10 years of experience in restaurant management, specializing in Indian cuisine establishments.
	

	
	Experience and knowledge of our industry: Over 10 years of experience in restaurant management, specializing in Indian cuisine establishments.
	

	
	Previous employment: Manager at Curry House, Manchester; Assistant Manager at Spice Lounge, Birmingham.
	

	
	Key skills brought to the business: Strong leadership, customer service excellence, staff training, and operational management.
	

	
	Business experience and any training undertaken: Completed a hospitality management course. Regularly attends workshops on customer service and restaurant marketing.
	

	
	Academic/professional qualifications: Bachelor’s degree in hospitality management from the University of Manchester.
	

	
	Salary expectations £ 35,000 per annum

	

	
	Name: Didar Hussain
Position/main responsibilities: Marketing Manager

	
	Experience and knowledge of our industry: 8 years of experience in marketing, with a focus on the food and beverage sector.

	
	Previous employment: Digital Marketing Specialist at Foodie's Heaven, London; Marketing Coordinator at Taste of India, Leeds.

	
	Key skills brought to the business: Expertise in digital marketing, social media strategy, brand development, and customer engagement.

	
	Business experience and any training undertaken: Completed courses in digital marketing and social media management.

	
	Academic/professional qualifications: Master’s degree in marketing from the University of Leeds.

	
	Salary expectations £ 30,000 per annum


	
	Name: Ali Abbas

	
	Position/main responsibilities: Head Waitress

	
	Experience and knowledge of our industry: 12 years of experience in the hospitality industry, with a focus on Indian dining.

	
	Previous employment: Senior Waitress at Royal India, Liverpool; Waitress at Spice Garden, Sheffield.

	
	Key skills brought to the business: Exceptional customer service, team leadership, communication skills, and attention to detail.

	
	Business experience and any training undertaken: Attended various customer service training programs and workshops on effective communication.

	
	Academic/professional qualifications: Diploma in Hospitality from Leeds City College.

	
	Salary expectations £ 25,000 per annum

	
	

	
	


Vision

	
	
	

	
	4 The business idea
	

	
	Sum up your business idea:

Key Partners

Key Activities

Value Propositions

Customer Relationships
Customer Segments

We will partner with local suppliers for fresh ingredients, delivery services for online orders, and marketing agencies for promotional activities.

Our key activities include menu development, food preparation, customer service, marketing, and maintaining high standards of hygiene and safety.

Spice Juction offers a unique blend of traditional and modern Indian cuisine, focusing on authenticity, innovation, and exceptional customer service. Our menu caters to diverse dietary preferences, including vegetarian, vegan, and gluten-free options.

We aim to build strong relationships with our customers through personalized service, loyalty programs, and engagement on social media platforms.

Our primary customers are food enthusiasts, families, and professionals in Newcastle who seek high-quality Indian dining experiences. We also cater to tourists and students looking for authentic Indian flavours.

Key Resources

Channels

Our key resources include a well-equipped kitchen, skilled culinary team, efficient management staff, and a cozy, well-decorated dining area.

Customers can dine in at our Newcastle location, order takeout, or have their meals delivered through our website and popular food delivery platforms.

Cost Structure

Revenue Streams

Our costs will include rent, utilities, salaries for staff, procurement of ingredients, marketing expenses, and maintenance of the premises.

Our revenue will come from dine-in sales, takeout orders, delivery services, and catering for events.


	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	5 Business goals
	

	
	What do you want to achieve in your first year of business?
	

	
	· Turnover Objective: In the first year of business, reach a turnover of £250,000. 
· Clientele: Establish a faithful clientele, striving to cater to a minimum of 10,000 patrons by the conclusion of the inaugural year. 
· Brand Recognition: Using efficient marketing and word-of-mouth, establish Spice Junction as a respectable Indian restaurant brand in Leeds. 
· Operational Efficiency: Aim for a 60% gross profit margin by controlling costs and providing high-quality services in order to achieve operational efficiency. 
· Online Presence: Establish a robust online presence by creating a website that works properly and keeping up with social media accounts. Aim for at least 2,000 Facebook and Instagram followers. 
· Community Engagement: Involve the community by holding cooking demonstrations or workshops, taking part in food festivals, and donating to charitable causes. 
· Staff Development:  To guarantee excellent customer service and the retention of important employees, make investments in the training and development of your workforce. 
· Menu Expansion: By the conclusion of the first year, add fresh and creative meals to the menu based on trends and client feedback. 
· Sustainability: Use environmentally friendly methods to source materials and cut waste, with the aim of recycling half of it by the end of the first year. 
· Break-even: Within the first nine months of operation, try to attain the break-even mark.

	

	
	
	

	
	Where do you see your business in 3-5 years’ time?
· Market Position: Become a leading curry house in Leeds, known for its innovative and authentic Indian cuisine, with a strong brand presence in the region.

· Expansion: Open two additional branches in strategic locations within the UK, potentially in Manchester and Birmingham, to cater to a wider audience.

· Revenue Growth: Achieve an annual turnover of £1 million, with a steady increase in profitability through efficient operations and strategic marketing.

· Menu Diversification: Continuously evolve the menu to include a wider range of dishes, catering to evolving customer preferences and dietary requirements.

· Staff Development: Build a strong team of professionals, with ongoing training programs to enhance skills and foster a positive work environment.

· Customer Loyalty: Develop a loyal customer base with a high rate of repeat business, through exceptional service and a customer-centric approach.

· Sustainability: Strengthen sustainability initiatives, aiming for a significant reduction in carbon footprint and waste, and sourcing more ingredients locally.

· Community Engagement: Increase involvement in community activities, sponsor local events, and support charitable causes, enhancing the brand's social responsibility.

· Technology Integration: Leverage technology to improve customer experience, with features like online reservations, digital menus, and a loyalty program app.

· Strategic Partnerships: Form strategic partnerships with suppliers, local businesses, and culinary institutions to enhance the business's reach and reputation.
Using Klofsten's Business Platform as a framework, Spice Junction's future vision can be summarized in the following key areas:

· Customer Focus: Maintaining a strong focus on customer satisfaction and loyalty, with an emphasis on delivering high-quality, innovative dishes and exceptional service.

· Product/Service: Continuously refining and expanding the menu offerings to meet customer needs and stay ahead of culinary trends.

· Processes: Streamlining operations for efficiency, with a focus on quality control, staff training, and effective use of technology.

· Organization: Building a strong organizational structure with a skilled and motivated team, clear roles and responsibilities, and a positive work culture.

· Market: Expanding the market reach through additional branches, targeted marketing, and community engagement.

· Profitability: Ensuring financial health through revenue growth, cost management, and strategic investments.
	

	
	
	

	
	
	

	
	

	
	
	

	
	6 What the business does


	

	
	Product/service

Features
Benefits
· Authentic Indian Cuisine
· Locally Sourced Ingredients
· Authentic Experience
· Modern Fusion Dishes
· Seasonal Menus
· Cultural Exploration
· Vegetarian and Vegan Options
· Experienced Chefs
· Health-Conscious Options
· Takeaway and Delivery Services
· Ambient Atmosphere
· Convenience
· Catering Services
· Online Ordering
· Personalization
· Cooking Classes
· Customizable Dishes
· Community Engagement
· Private Dining
· Loyalty Program
· Value for Money

	

	
	
	

	
	7 What makes the business different (Value Proposition)
Your product/service is unique or different compared with the competition because:

	

	
	With its creative fusion cuisine, which creates distinctive and interesting meals by fusing traditional Indian flavours with contemporary culinary techniques, Spice Junction stands out in the cutthroat Indian dining scene. Our dedication to personalisation enables customers to adjust dishes to suit their dietary requirements and taste preferences, creating a unique dining experience (Tenekedjieva, 2020). Our commitment to sustainability is demonstrated by the use of eco-friendly procedures and the procurement of products from nearby farmers.
Our restaurant goes beyond simple dining to enhance patrons' understanding of Indian culture via hands-on activities like cooking lessons and private parties. The restaurant's ambiance blends classic and modern design elements to create a warm and inviting space suitable for special events as well as everyday dining (Tenekedjieva, 2020). By taking part in food festivals and charitable events, we actively participate in the local community, which enhances both our brand recognition and clientele. Finally, what sets Spice Junction apart from the competition is our focus on providing outstanding service, which guarantees that every guest experience is one to remember.

	

	
	
	


	
	
	
	

	
	
	8 Legal requirements (including regulations and licences particular to your business)
The legal and insurance requirements that apply in your business are:
· Certificate in Food Hygiene for all employees who handle food.

· A licence to sell alcohol on the premises and host events.

· Enrolment for conformity with food safety regulations with the Food Standards Agency (FSA).

· Adherence to health and safety laws, including risk evaluations.
· Claims for damage or harm are covered by public liability insurance.

· Employer's liability insurance covers diseases or injuries sustained during work.

· Adherence to laws regarding food allergies for the protection of customers.

· Compliance with fire safety regulations, including evaluations of fire risks.

· To dispose of waste properly, we need a waste management licence.

· If playing music in the restaurant, a PRS and PPL music licence is required.

	

	
	
	You will meet your legal and insurance requirements by:

· Ensuring that all employees receive training in food hygiene and become certified. 

· Requesting and upholding a current premises licence from the neighbourhood council. 

· Registering with the FSA and following its food safety regulations. 

· Carrying out routine audits for health and safety and training employees. 

· Acquiring and monitoring employer and public liability insurance policies on a regular basis. 

· Providing personnel with allergen awareness training and clearly labelling menus with information about allergens. 

· Putting in place fire safety precautions, such as routine equipment inspections and evacuation exercises. 

· Obtaining a waste management agreement from a certified supplier and adhering to environmental regulations. 

· Obtaining the required music permissions and making sure copyright regulations are followed.

	

	
	
	
	


Marketing

	
	
	

	
	9 Market research
	

	
	Trends in your chosen market are:

· Growing Demand for Plant-Based Options: More customers are looking for plant-based options at restaurants as the trend towards vegetarian and vegan diets continues (How are plant-based food trends impacting restaurants? 2023).

· Wellness and Health: People are looking for healthier dining options, such as meals that use more whole grains, less sugar, and less oil. They are also becoming more health conscious (Healthy Eating Plate 2023).

· Growing Interest in Ethnic Cuisines: Indian food is becoming more well-liked because of its wide range of flavours and spices (Ever wondered why North Indian food is so spicy? here's The answer 2018).

· Technology in Dining: The restaurant business is using technology more and more, including contactless payments, delivery applications, and online ordering (Contactless delivery: The road ahead for restaurants 2023).

· Sustainability and Local Sourcing: As consumers' concerns about the environmental impact of food and sustainability grow, they are drawn to locally sourced ingredients (Weber Macena et al., 2021).


	

	
	How you know this:

· Plant-Based Options: The Vegan Society said that between 2014 and 2019, the number of vegans in Great Britain doubled, showing a major movement towards plant-based diets (Jones, 2020).

· Health & Wellness: According to a Nielsen survey, 39% of UK consumers are actively attempting to increase the number of nutrient-dense foods in their diets (D'Souza, 2023).

· Popularity of Ethnic Cuisine: According to data from the Food and Drink Federation, Indian cuisine is the second most popular ethnic cuisine in the UK, with yearly growth in sales of Indian food items (Shukla, 2019).

· Technology in Dining: According to a Statista survey, 45% of UK consumers have ordered takeaway or delivery of meals using a smartphone app (Statista Research Department, 2023).

· Sustainability and Local Sourcing: According to Mintel research, 65% of UK customers make an effort to purchase locally produced goods to lessen their carbon footprint (How much more are consumers willing to pay for sustainable cuisine? 2023).

	

	
	10 Profiling customers

The customer groups you will be selling to are:
1. Young Professionals: People in their 25s to 35s who want to eat in style and are prepared to pay a premium for good food and atmosphere.

2. Families: Local families looking for a kid-friendly, cozy restaurant with a wide range of menu alternatives to suit their diverse tastes.

3. Health-Aware Customers: Those searching for gluten-free, vegetarian, and vegan food options as well as healthy dining options.

4. Food enthusiasts: Individuals who are passionate about trying out various cuisines and are constantly searching for genuine and distinctive dining experiences.


	

	
	Your customer research has shown what your customers want is: 
	

	
	1. Convenience and Speed: According to our online poll, seventy percent of young professionals place a high value on prompt service and the option to order takeaway or delivery online.

2. Family-Friendly Ambience: Local families' feedback emphasised the need of a warm environment, with 60% citing the necessity of a children's menu and cosy seats.

3. Healthy and Diverse Menu selections: Eighty percent of the consumers in our focus group who are health-conscious are looking for restaurants that have a wide range of healthy and dietary-specific selections.

4. Authenticity and Quality: According to food fans surveyed, 90% of them regard cuisine's authenticity and are prepared to pay more for dishes that are freshly made and of a high calibre.
	

	
	
	

	
	How you know this:

· Online survey for young professionals: More than 200 young professionals in Newcastle responded to the poll, which focused on the importance of speed and convenience when choosing a place to eat.

· Local Families' Comments: We received comments from families who attended our pop-up events via comment cards and social media interactions, and they preferred a family-friendly atmosphere.

· Focus Group with Health-Aware Consumers: Held a focus group discussion with thirty health-conscious people to learn about their eating needs and preferences. The results indicated a significant need for a wide variety of healthy menu alternatives.

· Interviews with Food Enthusiasts: One-on-one interviews with twenty-five food aficionados who participate in local foodie organizations and blogs were conducted. The participants expressed a strong desire for authenticity and excellence in their eating experiences.

	

	
	Number of customers you expect to win in each group and what they might pay:

Group

Number of customers

Price they might pay per unit
Young Professionals
500 per month
£15 - £25 per person
Families
300 per month
£10 - £20 per person
Health-Aware Customers
200 per month
£12 - £22 per person
Food Enthusiasts
150 per month
£18 - £30 per person
Corporate Clients
50 per month
£20 - £35 per person
Tourists
100 per month
£15 - £25 per person
Local Residents
400 per month
£10 - £20 per person

	

	
	
	


	
	
	

	
	11 Profiling competitors


	

	
	Competitor name

Strengths

Weaknesses

· Curry Queen
· Established brand, loyal customer base
· Limited menu options, outdated decor
· Spice Hub
· Modern ambiance, innovative menu
· Higher price point, inconsistent service
· Tandoori Palace
· Large seating capacity, live music
· Limited vegetarian options, slow service
· Bombay Bistro
· Central location, fast service
· Lack of authenticity, limited drink options
· Saffron Lounge
· Extensive menu, good value for money
· Inconsistent food quality, dated interior
How you can improve on their offer and/or price(s) unique offerings:
	

	
	· To differentiate Spice Junction from other curry establishments, the menu is always being updated with inventive and distinctive fusion recipes.

· Give patrons the choice to alter dishes according to their dietary restrictions, spice levels, and ingredient choices to create a more unique eating experience.

· To guarantee freshness and support local farmers, highlight the use of seasonal and locally produced ingredients, which can also serve as a differentiator.

· Create an unforgettable eating experience by combining elements of Indian culture and music into a contemporary, welcoming ambiance.

· To promote repeat business and customer retention, establish a loyalty programme that offers discounts, exclusive events, and special offers to loyal customers.
	

	
	
	

	
	
	

	
	12 Managing market risks

Write down the risks you have identified:

1. Economic Downturn: A recession or other downturn in the economy may result in lower disposable income and a decline in eating out spending.

2. Competition: Newcastle has a lot of new and old Indian eateries, which creates a risk of competition.

3. Supply Chain Disruptions: Disruptions in the supply chain could result in higher prices or a shortage of essential supplies.

4. Changing Customer tastes: Demand may be impacted by changes in customer tastes for different cuisines or dining experiences.

5. Regulatory Shifts: Modifications to laws about health requirements, food safety, or licensing may result in higher operating expenses.

	

	
	How will you manage these risks so that they become less of a threat:
	

	
	1. Offerings Diversification: To accommodate a variety of spending capacities and tastes, a selection of menu items and pricing points should be introduced.

2. Unique Selling Proposition (USP): Spice Junction's innovative food, first-rate service, and unforgettable dining experience are what set it apart from the competition.

3. Developing Trusting Partnerships with Suppliers: securing several suppliers for essential ingredients to reduce supply chain interruptions.

4. Remaining Flexible: Consistently revising the menu and promotional tactics in response to client input and industry developments.

5. Compliance and Training: Making sure that rules are strictly followed and that employees receive frequent training on food safety and health requirements.

	

	
	13 Pricing
	

	
	How you can calculate your prices:
	

	
	· Figure out how much each dish will cost overall, taking into account labour, overhead, and other costs in addition to ingredients. To guarantee a profit margin, add a markup percentage after that. For instance, the pricing of a dish would be £5 + (50% of £5) = £7.50 
· Determine the prices by comparing what other Leeds restaurants are charging for comparable dishes. If the going rate for a comparable dish is £12, we may charge £11.50 for it to draw in budget-conscious diners without sacrificing flavour. 

· Find out how much consumers think our dishes are worth. We can charge more for your restaurant's unique fusion cuisine or ingredients that come from organic farms in order to represent the increased value. 

· Pricing techniques that increase price appeal, such as placing prices slightly below a round number (£9.99 as opposed to £10), are examples of psychological pricing. 

· Change prices according to the time of day and demand. For instance, we may use a slightly higher pricing approach during prime supper hours or provide lunch specials at a cheaper cost to draw in daytime patrons. 

· Take into account any specials or discounts we want to give, including early bird discounts or group discounts.

	

	
	
	


	
	
	

	
	How your prices compare with the competition:
	

	
	Product/service

Your price(s)
Range of competitor prices (per unit)
Chicken Tikka Masala
£12.50
£10.00 - £15.00
Vegetable Biryani
£10.00
£8.00 - £12.00
Lamb Rogan Josh
£13.50
£11.00 - £16.00
Paneer Butter Masala
£11.00
£9.00 - £13.00
Tandoori Mixed Grill
£15.00
£12.00 - £18.00
Garlic Naan
£2.50
£2.00 - £3.50
Mango Lassi
£3.50
£2.50 - £4.00

	

	
	Reasons for the difference between your price(s) and your competitors’ price(s):

· Spice Junction sources its ingredients locally and of the highest calibre, which may result in higher costs but also superior flavour and freshness. 

· Our menu features inventive cooking methods and distinctive fusion foods that set us apart from the competition and support a higher pricing point. 

· Compared to more informal eating competitors, Spice Junction's rates may be higher because of the value added by its modern atmosphere and outstanding service. 

· Because of our restaurant's great Newcastles location, we may incur higher operational costs, which are reflected in our prices. 

· We may incur additional costs that are reflected in our prices as a result of our dedication to sustainability, which includes using eco-friendly packaging and decreasing waste.
	

	
	
	


	
	
	

	
	14 Promotion and advertising

How and where will you promote your product/service?
	

	
	
	

	
	· Share consumer testimonials, highlight our food, and interact with our audience on sites like Facebook, Instagram, and Twitter. To connect with prospective clients in the Newcastle region, we'll run tailored advertisements.

· Create a polished website with a menu, online reservations, and a blog with cooking advice and recipes. Improve the website's search engine optimisation to make it more visible.

· Create an email list so that we can provide our clients with updates, special offers, and newsletters. This will support sustaining client involvement and promoting return business.

· To reach a larger audience, work with nearby companies, event planners, and food bloggers. To improve company awareness, provide food services or sponsor neighbourhood gatherings.

· Establish a loyalty programme to provide new consumers incentives to come back and reward loyal ones.

· Collaborate with local food bloggers and influencers in the Leeds region to produce sponsored articles and reviews. By utilising existing fan bases, we can expand our audience.

· Promote Spice Junction's opening as well as any special events or promotions, send press releases to the community's newspapers, magazines, and websites.

· To draw in locals and visitors, distribute flyers and posters in busy locations and at nearby businesses.


	

	
	
	

	
	
	


Running the business

	
	
	

	
	15 Staff


	

	
	Role

Total cost

Necessary experience

Specialist skills and/or qualifications

· Executive Chef
£40,000 - £50,000
· 10+ years in culinary arts
· Culinary degree, expertise in Indian cuisine
· Restaurant Manager
£30,000 - £35,000
· 5+ years in hospitality
· Degree in Hospitality Management, leadership skills
· Sous Chef
£25,000 - £30,000
· 5+ years in culinary arts
· Culinary degree, knowledge of Indian cuisine
· Wait Staff
£18,000 - £22,000
· 1-3 years in service
· Excellent communication, and customer service skills
· Kitchen Assistant
£16,000 - £20,000
· 1-2 years in kitchen prep
· Basic food hygiene certificate

	

	
	16 Premises

Cost £

Premises required at start-up: Newcastle Location, approx. 2,000 sq ft
£ 3,500/mo
Premises required in the future (if different): Expansion to Manchester/Birmingham, similar/larger size
£ 4,250/mo

	

	
	17 Suppliers

Your key suppliers and their credit terms

Supplier

What you’ll buy from them

Number of days’ credit

· Green Valley Farms
Fresh vegetables and herbs
· 30
· Sylhet Cash & Carry Wholesalers
· Whole and ground spices
· 45
· Premium Poultry Providers
· Free-range chicken and eggs
· 30
· Ocean's Catch Seafood
· Fresh fish and seafood
· 30
· Global Grains Ltd.
· Rice, lentils, and flour
· 60
· Royal Dairy Suppliers
· Milk, cream, and butter
· 30
· Baker's Delight
· Bread and naan supplies
· 30
· Beverage Distributors
· Soft drinks, water, and juices
· 30

	

	
	
	

	
	
	


	
	
	

	
	18 Equipment
	

	
	Resource 
When

How funded

Cost £ per unit
· Commercial Range
· Start-up
· Business Loan
£5,000
· Refrigeration Units
· Start-up
· Business Loan
£2,500
· Tandoor Oven
· Start-up
· Business Loan
£3,000
· Food Processor
· Start-up
· Out of Pocket
£200
· Dishwashing Equipment
· Start-up
· Lease
£1,000
· Point of Sale System
· Start-up
· Out of Pocket
£1,500
· Furniture (Tables/Chairs)
· Start-up
· Out of Pocket
£150 per set
· Dinnerware and Cutlery
· Start-up
· Out of Pocket
£500 (bulk set)
· Safety Equipment
· Start-up
· Out of Pocket
£300

	

	
	
	

	
	
	

	
	19 Managing operational risks

Risk

Solution

Staff

· The restaurant business frequently has a high employee turnover rate, which can cause problems with operations and raise the expense of training.
· To improve retention, provide competitive pay, a happy workplace, and chances for professional progression.
Suppliers

· Dependence on a small number of suppliers may put you at risk if one of them neglects to provide a necessary ingredient.
· To reduce the risk of supply chain interruptions, diversify your ties with suppliers and keep a buffer stock of necessary materials.

	

	
	
	


Finance 
	
	
	

	
	20 Start-up costs
	

	
	Calculate how much money you need before you finance start trading


[image: image1.emf]£

5,000

1,200

30,000

5,000

2,000

0

3,000

3,000

10,000

500

5,000

2,000

1,000

1,000

500

20,000

2,000

2,000

0

0

0

0

0

0

93,200

IT and computers

Telephones and broadband

Equipment

Stock

TOTAL  £



Consumables

Licences



Association fees

Wages/recruitment

Security/health and safety equipment

Professional fees

Training



Tools

Vehicles

Insurance

Other (please specify)

Rent/rent deposit

Stationery

Marketing

Market research costs


                  * Total from here should be used in 22 Sourcing finance below
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	
	

	
	21 Profit and loss forecast


[image: image2.emf]Year 1 (£) Year 2 (£) Year 3 (£)

Total expected sales 250,000 350,000 450,000

Less variable costs 125,000 175,000 225,000

Gross profit (sales less variable 

costs) = 

125,000 175,000 225,000

Calculate your gross profit margin 

% (gross profit divided by total 

sales x  100) (A)

1 1 0

Salaries/wages (survival income + 

any staff

80,000 100,000 120,000

Premises (including rent, rates, 

utilities)

36,000 38,000 40,000

Telephone and broadband 1,200 1,200 1,200

Printing, post and stationery 1,000 1,000 1,000

Advertising and promotion 15,000 20,000 25,000

Bank charges 500 500 500

Professional fees 3,000 3,000 3,000

Insurances 3,000 3,000 3,000

Bank/HP/Interest (payable to your 

bank)

2,000 1,500 1,000

Stock 50,000 60,000 70,000

Consumables 6,000 6,500 7,000

Equipment and vehicle leasing 10,000 10,000 10,000

Depreciation 5,000 5,500 6,000

Other (please specify) 2,000 2,000 2,000

Other 0 0 0

Other 0 0 0

Total fixed costs 214,700 252,200 289,700

Net profit (gross profit less fixed cost)

-89,700 -77,200 -64,700

Calculate your net profit margin (net 

profit divided by total sales x 100)

0 -22 -14

Calculate your break even Year 1 (£) Year 2 (£) Year 3 (£)

Total variable costs + total fixed costs 

(B)

339,700 427,200 514,700

Break even (B) divided by (A) 679,400 854,400 0


	

	
	
	

	
	
	

	
	
	

	
	
	


	
	
	

	
	22 Sourcing finance
	


	
	Total borrowing requirement for the business


[image: image3.emf]£

75,000

Personal start-up contributions           - 20,000

Other start-up contributions            - 30,000

Total required = 25,000

= 25,000



Start-up costs

The assets you have available as security



	


	
	23 Managing financial risks. 
The risks that you have identified for your financial forecast are:
	

	
	1. Unexpected market conditions or a slower-than-anticipated rate of customer acquisition could cause sales to fall short of expectations.

2. It may take longer than expected to secure the required start-up funding, which could postpone the business's opening and start-up activities.

3. Due to underestimating, unforeseen expenses, or price inflation, actual start-up and operating costs may surpass projections.

4. Poor cash flow management may make it harder to pay for regular operating expenses.
	

	
	How you will minimise their impact:

1. Make sales projections using cautious estimations.
2. To protect against sluggish times, create a variety of revenue streams, such as catering, internet sales, and cooking classes.

3.  Keep a thorough, adaptable financial plan that we may make changes to as needed.

4. Keep a cash reserve on hand in case of unforeseen expenses and keep a careful eye on cash flow through routine financial inspections.

5. Create plans to draw clients even in these circumstances by providing specials and discounts.

	

	
	
	


	
	
	
	
	
	

	
	24 Cash flow forecast (Click on the tabs within the Microsoft Excel sheet to view the second 6 months and summary) 

	

	
	
[image: image4.emf]Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual Forecast Actual

INCOME

Cash from sales (incl. VAT) 25,000 0 20,000 0 22,000 0 24,000 0 26,000 0 28,000 0 28,000 0 173,000 0

Cash received from debtors 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Capital/loans received 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 25,000 0 20,000 0 22,000 0 24,000 0 26,000 0 28,000 0 28,000 0 173,000 0

EXPENDITURE

Wages to staff (incl. PAYE & NI) 80,000 0 6,667 0 7,000 0 7,300 0 7,300 0 7,300 0 7,300 0 122,867 0

Premises (rent, rates & utilities) 36,000 0 3,000 0 3,000 0 3,000 0 3,000 0 3,000 0 3,000 0 54,000 0

Telephone & Broadband 1,200 0 100 0 100 0 100 0 100 0 100 0 100 0 1,800 0

Printing, post & stationery 1,000 0 500 0 200 0 200 0 200 0 200 0 200 0 2,500 0

Advertising & promotion 15,000 0 1,250 0 1,250 0 1,300 0 1,300 0 1,300 0 1,300 0 22,700 0

Bank charges 500 0 50 0 50 0 50 0 50 0 50 0 50 0 800 0

Professional fees 3,000 0 250 0 250 0 250 0 250 0 250 0 250 0 4,500 0

Insurances 2,000 0 167 0 167 0 167 0 167 0 167 0 167 0 3,002 0

Bank/HP 3,000 0 250 0 250 0 250 0 250 0 250 0 250 0 4,500 0

Equipment & vehicle leasing 10,000 0 833 0 833 0 833 0 833 0 833 0 833 0 14,998 0

Payments relating to variable costs 125,000 0 10,417 0 11,000 0 11,500 0 12,000 0 12,000 0 12,000 0 193,917 0

Capital Expenditure 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other Payments 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

VAT 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's wages/salary 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Owner's National Insurance 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Loan repayments (incl. interest) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Stock 50,000 0 4,167 0 4,500 0 4,800 0 5,000 0 5,000 0 5,000 0 78,467 0

Consumables 6,000 0 500 0 600 0 650 0 700 0 700 0 700 0 9,850 0

Other (please specify) 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

Other 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0 0

TOTAL £ 332,700 0 28,151 0 29,200 0 30,400 0 31,150 0 31,150 0 31,150 0 513,901 0

Income less expenditure -307,700 0 -8,151 0 -7,200 0 -6,400 0 -5,150 0 -3,150 0 -3,150 0 -340,901 0

Opening bank balance 0 0 -307,700 0 -315,851 0 -323,051 0 -329,451 0 -334,601 0 -337,751 0 -337,751 0

Closing bank balance -307,700 0 -315,851 0 -323,051 0 -329,451 0 -334,601 0 -337,751 0 -340,901 0 -340,901 0

6 TOTAL



Start-up 0 1 2 3 4 5


	

	
	
	

	
	
	

	
	
	
	
	
	


25 Conclusion

After looking at Spice Junction's numerous financial and operational initiatives, it's clear that the company is well-positioned to take advantage of Newcastle's growing need for creative and authentic Indian food. The business strategy presents a strong framework for blending classic flavors and contemporary eating experiences to draw in a variety of clientele, such as families, culinary enthusiasts, health-conscious people, and young professionals. 

Although the first few months after launch are expected to be negative, as is typical for start-ups, the financial forecasts indicate that there is a clear route to break even and eventually profitability. The potential for growth and stability is highlighted by the gradual reduction in monthly deficits. Both the ambitious ambition for the restaurant and cautious estimations are reflected in the cost structures and revenue projections. 

Crucial tactics like community involvement, focused marketing, and using digital channels are going to help the company become more visible and draw in a devoted following. In addition, the plan tackles operational risks with workable answers, demonstrating anticipation and readiness to lessen difficulties.
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27 Appendix 

I have attached my Presentation with my assignment. 
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In the lively city of Newcastle Upon Tyne, Spice Junction is a culinary
paradise where traditional Indian food meets modern dining. Our onef-
a-kind idea combines traditional flavours with modern cooking methods

to appeal to a wide range of customers looking for a new way to eat.

Indian food is becoming more and more popular in the UK, and Spice

Junction is ready to take advantage of this. Our business plan is based
on being environmentally friendly, getting highquality ingredients, and
giving great service so that all of our guests have a memorable meal.
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Short -Term Goals

Establish Spice Junction as
a premier Indian dining
destination in Newcastle
Upon Tyne within the first
year.

Achieve a turnover of
£250,000 and reach
operational breakeven.

Long -Term Goals

Expand to multiple
locations across the UK
within 3-5 years.

Become a recognized
brand for innovative Indian
cuisine and sustainable
practices.
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Compliance with Food
Hygiene and Safety
Regulations

Insurance

Licensing -

Employment
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Market
Research

Utilizing customer surveys
and industry analysis to

understand market trends
and customer preferences

Pricing
Strategy

Offering competitive pricing
with a focus on value for
money, and special
promotions for loyal
customers

Target
Customers

Focusing on young
professionals, families,
health-conscious individuals,
and food enthusiasts

Promotional
Activities

Implementing a mix of digital
marketing, social media
engagement, local
partnerships, and community
events to build brand
awareness





[image: image11.png]Running the business

Staffing

Recruiting experienced
chefs and service staff,
providing ongoing
training, and fostering a
positive work
environment.

Premises

Maintaining a well-
designed, comfortable
restaurant space that
reflects the brand's
identity.

03

Supplier
Relationships
Establishing reliable
partnerships with local

suppliers for fresh, high-
quality ingredients.

04

Equipment
Procurement
Investing in efficient
kitchen equipment and

technology for smooth
operations.





[image: image12.png]Finance

&

&

&

&

Start-up Costs: Estimated at £300,000,
covering premises, equipment, initial stock,
and marketing.

Projected Profit and Loss: Expecting to break
even within the first year, with a projected net
profit of £50,000 by the end of the second
year.

Financial Risks: Include fluctuations in
ingredient costs, changes in consumer
spending patterns, and potential unforeseen
expenses.

Financing Strategies: Combination of owner's
investment, bank loans, and potential investor
funding to cover start -up and operational
costs.





[image: image13.png]Spice Junction wants to change the way
people in Newcastle Upon Tyne eat Indian
food by combining traditional flavours with
new, cutting-edge cooking techniques, all
while focusing on quality and sustainability.

We have a lot of room to grow in the region
thanks to our solid business plan and
targeted marketing strategies.

We want our business to be the best in
every way, and we'd love for investors and
other important people to join us on this
exciting trip. Let's work together to give
Indian food in Newcastle Upon Tyne and
beyond a new taste.
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_1770207432.xls
Sheet1

		

						Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total expected sales		250,000		350,000		450,000

				Less variable costs		125,000		175,000		225,000

				Gross profit (sales less variable costs) =		125,000		175,000		225,000

				Calculate your gross profit margin % (gross profit divided by total sales x  100) (A)		1		1		0

				Salaries/wages (survival income + any staff		80,000		100,000		120,000

				Premises (including rent, rates, utilities)		36,000		38,000		40,000

				Telephone and broadband		1,200		1,200		1,200

				Printing, post and stationery		1,000		1,000		1,000

				Advertising and promotion		15,000		20,000		25,000

				Bank charges		500		500		500

				Professional fees		3,000		3,000		3,000

				Insurances		3,000		3,000		3,000

				Bank/HP/Interest (payable to your bank)		2,000		1,500		1,000

				Stock		50,000		60,000		70,000

				Consumables		6,000		6,500		7,000

				Equipment and vehicle leasing		10,000		10,000		10,000

				Depreciation		5,000		5,500		6,000

				Other (please specify)		2,000		2,000		2,000

				Other		0		0		0

				Other		0		0		0

				Total fixed costs		214,700		252,200		289,700

				Net profit (gross profit less fixed cost)		-89,700		-77,200		-64,700

				Calculate your net profit margin (net profit divided by total sales x 100)		-0		-22		-14

				Calculate your break even		Year 1 (£)		Year 2 (£)		Year 3 (£)

				Total variable costs + total fixed costs (B)		339,700		427,200		514,700

				Break even (B) divided by (A)		679,400		854,400		0
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_1770207771.xls
Sheet1

		

								£

				Start-up costs				75,000

				Personal start-up contributions		-		20,000

				Other start-up contributions		-		30,000

				Total required		=		25,000

				The assets you have available as security

						=		25,000
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_1770259657.xls
First 6 months

		

				Start-up 0				1				2				3				4				5				6				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		25,000		0		20,000		0		22,000		0		24,000		0		26,000		0		28,000		0		28,000		0		173,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		25,000		0		20,000		0		22,000		0		24,000		0		26,000		0		28,000		0		28,000		0		173,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		80,000		0		6,667		0		7,000		0		7,300		0		7,300		0		7,300		0		7,300		0		122,867		0

		Premises (rent, rates & utilities)		36,000		0		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		3,000		0		54,000		0

		Telephone & Broadband		1,200		0		100		0		100		0		100		0		100		0		100		0		100		0		1,800		0

		Printing, post & stationery		1,000		0		500		0		200		0		200		0		200		0		200		0		200		0		2,500		0

		Advertising & promotion		15,000		0		1,250		0		1,250		0		1,300		0		1,300		0		1,300		0		1,300		0		22,700		0

		Bank charges		500		0		50		0		50		0		50		0		50		0		50		0		50		0		800		0

		Professional fees		3,000		0		250		0		250		0		250		0		250		0		250		0		250		0		4,500		0

		Insurances		2,000		0		167		0		167		0		167		0		167		0		167		0		167		0		3,002		0

		Bank/HP		3,000		0		250		0		250		0		250		0		250		0		250		0		250		0		4,500		0

		Equipment & vehicle leasing		10,000		0		833		0		833		0		833		0		833		0		833		0		833		0		14,998		0

		Payments relating to variable costs		125,000		0		10,417		0		11,000		0		11,500		0		12,000		0		12,000		0		12,000		0		193,917		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		50,000		0		4,167		0		4,500		0		4,800		0		5,000		0		5,000		0		5,000		0		78,467		0

		Consumables		6,000		0		500		0		600		0		650		0		700		0		700		0		700		0		9,850		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		332,700		0		28,151		0		29,200		0		30,400		0		31,150		0		31,150		0		31,150		0		513,901		0

		Income less expenditure		-307,700		0		-8,151		0		-7,200		0		-6,400		0		-5,150		0		-3,150		0		-3,150		0		-340,901		0

		Opening bank balance		0		0		-307,700		0		-315,851		0		-323,051		0		-329,451		0		-334,601		0		-337,751		0		-337,751		0

		Closing bank balance		-307,700		0		-315,851		0		-323,051		0		-329,451		0		-334,601		0		-337,751		0		-340,901		0		-340,901		0





Second 6 months

		

				Carried over				7				8				9				10				11				12				TOTAL

				Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		INCOME

		Cash from sales (incl. VAT)		173,000		0		0		0		0		0		0		0		0		0		0		0		0		0		173,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		173,000		0		0		0		0		0		0		0		0		0		0		0		0		0		173,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		122,867		0		0		0		0		0		0		0		0		0		0		0		0		0		122,867		0

		Premises (rent, rates & utilities)		54,000		0		0		0		0		0		0		0		0		0		0		0		0		0		54,000		0

		Telephone & Broadband		1,800		0		0		0		0		0		0		0		0		0		0		0		0		0		1,800		0

		Printing, post & stationery		2,500		0		0		0		0		0		0		0		0		0		0		0		0		0		2,500		0

		Advertising & promotion		22,700		0		0		0		0		0		0		0		0		0		0		0		0		0		22,700		0

		Bank charges		800		0		0		0		0		0		0		0		0		0		0		0		0		0		800		0

		Professional fees		4,500		0		0		0		0		0		0		0		0		0		0		0		0		0		4,500		0

		Insurances		3,002		0		0		0		0		0		0		0		0		0		0		0		0		0		3,002		0

		Bank/HP		4,500		0		0		0		0		0		0		0		0		0		0		0		0		0		4,500		0

		Equipment & vehicle leasing		14,998		0		0		0		0		0		0		0		0		0		0		0		0		0		14,998		0

		Payments relating to variable costs		193,917		0		0		0		0		0		0		0		0		0		0		0		0		0		193,917		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Stock		78,467		0		0		0		0		0		0		0		0		0		0		0		0		0		78,467		0

		Consumables		9,850		0		0		0		0		0		0		0		0		0		0		0		0		0		9,850		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0		0

		TOTAL £		513,901		0		0		0		0		0		0		0		0		0		0		0		0		0		513,901		0

		Income less expenditure		-340,901		0		0		0		0		0		0		0		0		0		0		0		0		0		-340,901		0

		Opening bank balance		-337,751		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0

		Closing bank balance		-340,901		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0		-340,901		0





Summary

				Q1				Q2				Q3				Q4				Y1 Total

		INCOME		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual		Forecast		Actual

		Cash from sales (incl. VAT)		91,000		0		82,000		0		0		0		0		0		173,000		0

		Cash received from debtors		0		0		0		0		0		0		0		0		0		0

		Capital/loans received		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		TOTAL £		91,000		0		82,000		0		0		0		0		0		173,000		0

		EXPENDITURE

		Wages to staff (incl. PAYE & NI)		100,967		0		21,900		0		0		0		0		0		122,867		0

		Premises (rent, rates & utilities)		45,000		0		9,000		0		0		0		0		0		54,000		0

		Telephone & Broadband		1,500		0		300		0		0		0		0		0		1,800		0

		Printing, post & stationery		1,900		0		600		0		0		0		0		0		2,500		0

		Advertising & promotion		18,800		0		3,900		0		0		0		0		0		22,700		0

		Bank charges		650		0		150		0		0		0		0		0		800		0

		Professional fees		3,750		0		750		0		0		0		0		0		4,500		0

		Insurances		2,501		0		501		0		0		0		0		0		3,002		0

		Bank/HP		3,750		0		750		0		0		0		0		0		4,500		0

		Equipment & vehicle leasing		12,499		0		2,499		0		0		0		0		0		14,998		0

		Payments relating to variable costs		157,917		0		36,000		0		0		0		0		0		193,917		0

		Capital Expenditure		0		0		0		0		0		0		0		0		0		0

		Other Payments		0		0		0		0		0		0		0		0		0		0

		VAT		0		0		0		0		0		0		0		0		0		0

		Owner's wages/salary		0		0		0		0		0		0		0		0		0		0

		Owner's National Insurance		0		0		0		0		0		0		0		0		0		0

		Loan repayments (incl. interest)		0		0		0		0		0		0		0		0		0		0

		Stock		63,467		0		15,000		0		0		0		0		0		78,467		0

		Consumables		7,750		0		2,100		0		0		0		0		0		9,850		0

		Other (please specify)		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		Other		0		0		0		0		0		0		0		0		0		0

		TOTAL £		420,451		0		93,450		0		0		0		0		0		513,901		0
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START UP COSTS

						£

		IT and computers				5,000

		Telephones and broadband				1,200

		Equipment				30,000

		Stock				5,000

		Tools				2,000

		Vehicles				0

		Professional fees				3,000

		Insurance				3,000

		Rent/rent deposit				10,000

		Stationery				500

		Marketing				5,000

		Consumables				2,000

		Licences				1,000

		Training				1,000

		Association fees				500

		Wages/recruitment				20,000

		Security/health and safety equipment				2,000

		Market research costs				2,000

		Other (please specify)				0

						0

						0

						0

						0

						0

		TOTAL  £				93,200






